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I.  INTRODUCTION 


I  INTRODUCTION 


A.       PURPOSE  OF  THE  REPORT 

•  This  report  has  been  prepared  by  INPUT  specifically  for 
IBM  INS  UK. 

•  The  purpose  of  this  report  is  to  present  the  results  of 

a  short-term  market  survey  on  the  top  ten  competitors  to 
IBM  INS  in  the  UK. 

•  Competitive  companies  were  selected  for  inclusion  in 
this  study  primarily  on  the  basis  of: 

their  overall   size  in  revenue  terms  and  thus  their 
strategic  position  within  the  industry. 

their  business  profile  as  a  potential   competitor  to 
IBM  INS,   taking  into  account  the  proportionof  c  a  p  - 
ti  ve  revenues . 

significant  RCS  activity. 

t        The  application  of  these  criteria  resulted  in  the  iden- 
tification of  the  following  companies  as  the  list  of  ten 
top  competitors  to  IBM  INS  UK. 

SCICON 
GEISCO 
UCSL 

CENTRE  FILE 

COMSHARE 

BARIC 

DATASOLVE 

ISTEL 

HOSKYNS 

UCC 
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B.       METHODOLOGY  AND  SCOPE 


1.  METHODOLOGY 

§        This  report  was  based  on  both  desk  and  field  research, 
to  compile  as  complete  a  picture  within  the  timescale 
available  (two  weeks),  of  these  top  ten  competitors. 

•  In  addition  INPUT'S  previous  and  on-going  research 
programmes  on  information  services  markets  in  Western 
Europe  were  an  important  contributor  to  this  analysis. 

2.  SCOPE 

•  The  analysis  of  competitor  companies  is  set  out  in 
Chapter  III   in  a  common  format,   for  ease  of  reference 
and  compar i  son . 

•  The  company  data  assembled  for  this  survey  covered  the 
broad  areas  of: 

current  business  profile 

areas  of  specialisation   (existing  or  planned) 
future  directions  and  strategies 

0        The  format  for  the  presentation  of  this  competitive 
information   is  shown   in  Exhibit  1-1. 

0        All   forecast  growth  figures  are  calculated  in  real 
pounds  ster 1 i  ng . 
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EXHIBIT  1-1 
COMPETITIVE  COMPANY  ANALYSIS  FORMAT 


• 

BUSINESS  PROFILE 

-         finanrial    nprformanrp  data 

revenue  si  ze 

nr nwt  h     r a  t 
9                 y  i  uw  in     i  o  l  c  o 

revenue  sources 

Drocessina  services 

professional  services 

software 

hardware 

number  of  employees 

• 

AREAS  OF  SPECIALISATION 

t 

FUTURE  DIRECTIONS  AND  STRATEGY 
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C.       REPORT  STRUCTURE 


•        The  remaining  chapters  of  this  report  are  organised  to 
provide  the  following  information: 

Chapter  II  contains  the  Executive  Summary,  which 
provides  an  overview  of  the  key  research  findings 

Chapter  III  contains  the  detailed  competitive  com 
pany  analysis  for  the  ten  selected  companies  set 
out  in  the  common  format  as  shown  in  Exhibit  1-1. 

Chapter  IV  describes  INPUT'S  conclusions  resultin 
from  this  competitive  analysis. 
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EXECUTIVE  SUMMARY 


II       EXECUTIVE  SUMMARY 


t        This  executive  summary  is  designed  in  a  presentation 
format  in  order  to  aid  quick  review  of  the  research 
findings. 
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EXHIBIT   I  I - 1 
TOP  TEN   IBM   INS  UK  COMPETITORS 
(1983  REVENUES) 


PROCESSING 
SERVICES 


OTHER 

NON-CAPTIVE 


□ 


CAPTIVE 


GEISCO 


CENTRE-FILE 


DATASOLVE 


BARIC 


COMSHARE 


UCSL 


SCICON 


HOSKYNS 


UCC 


ISTEL 


20.5 


20.3 


11.4  11.9  14.0 


10.4 


10.2 


14.9 


12 


5.8  9.6 


16.0 


22 


3.8  4.7 


25 


23.5  25.6 


1.9  3.2 


25 


28.7 


32 


»       *       I       i       I  i  i  i  1  1  *  J  !  »  L 


£M  2 


10  14 


1  8  22  24  28 
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EXHIBIT   1 1 - 2 
REVENUE  SOURCES 
(Average  for  Top-Ten  Competitors) 


PROCESSING 
SERVICE 


59 

PROFESSIONAL 
SERVICES 


26 


SOFTWARE 


HARDWARE 


10 


20 


50 


70 


90 
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EXHIBIT  1 1 -3 

OVERALL  MARKET  SIZE  AND  GROWTH 

Total   UK  Information  Services  Market  (1983) 

-  £1  Billion 

Top  Ten  Competitors 

-  £155.5  Million  Non-Captive     £197. 9M  Total 

Total   UK  Processing  Services  Market  (1983) 

-  £400  Million 

Top  Ten  Competitors  Processing  Services  Revenues 

-  £92.3  Million 

Expected  Growth  For  Top  Ten  Competitors   (Weighted  Average 

-  12.7% 


Source : 


INPUT  Research 
(Provi  si  onal  ) 


EXHIBIT  1 1 -4 

AREAS  OF  SPECIALISATION 


t  VERTICAL  MARKETS 

Manufacturing 

Banki  ng  Fi  nance 

Energy 

Di  rect  Mai  1 


•  CROSS  INDUSTRY 

General  Accounting 


t  FACILITIES  MANAGEMENT 

t  COMMUNICATIONS  NETWORKS  (VANS) 

•  ON-LINE  DATA  BASE 


#  VIDEOTEX 

•  NEW  TECHNOLOGY  AREAS 

PC 

Decision  Support 
Automated  Office 
FGL 
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EXHIBIT  1 1 -5 


FUTURE  DIRECTIONS  AND  STRATEGY 


•        Applications  Software  Package  Sales 


t        Professional   Services  Group 
Value  Added  Services 


•        Communications  Networks  (VANS) 
Specific  Market  Segments 


0        Highly  Efficient  Low-cost  Bureau  Services  To 
Support  Other  Activities 


•        Acquistions  Iniatives 

Application  Package  Products 
Companies 
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III.     COMPETITIVE  COMPANY  ANALYSIS 


Ill     COMPETITIVE  COMPANY  ANALYSIS 


A. 


SCICON 


1. 


BUSINESS  PROFILE 


a  . 


Financial   Performance  Data 


§ 


Revenue  Size.  SCICON's  non-captive  revenues  from  UK 
activities  amounted  to  £22M  during  the  calendar  year 
1983  out  of  a  total   SCICON  Group  turnover  of  £100M. 


Growth  Rates.   In  the  last  year  SCICON  has  stagnated 


at  the  £  2  2  M  level.     Processing  services  business 
has  declined  from  around  the  £6M  mark  in  1981  to 
just  over  £  4  M  during  1983.     Other  activities  have 
been  developed  to  make  up  this  revenue  shortfall, 
but  re-continued  growth   is  now  a  high  priority  for 
SCICON 1 s  management . 

t        RCS  Revenues  are  now  growing  again  and  are  expected  to 
double  in  the  next  five  years  indicating  average  annual 
growth  of  around  15%. 

t        Software  application  packages  are 

another  high  growth  area  for  SCICON. 

b .       Revenue  Sources 

•        SCICON's  £  2  2  M  of  UK  sourced  revenues  was  achieved  as 
follows: 


Processing  services 
Professional  services 


11.0 


4.0 


Software 


4.0 


Hardware 


3.0 
£22. OM 
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Processing  services  is  virtually  all   on-line  in  the  UK. 

Professional   services  consists  of  consultancy  work 
(annual  £4M  annual   revenues)  and  custom  system  develop- 
ments  (annual   £8M  annual  revenues). 

Software  sales  are  for  application  packages  (known 
within  SCICON  as  standard  systems).     Some  90  products 
are  available  of  which  5  provide  half  the  revenue. 

Emp 1 oymen  t 

SCICON  currently  employ  920  people  in  the  UK  up  from  865 
in  1983. 

AREAS  OF  SPECIALISATION 

Current  areas  of  specialisation  are: 
Defence 

Communications 
Energy 

Commerce  and  Industry 
Processi  ng  Servi  ces 

Defence  is  currently  the  largest  area  of  business  but 
future  growth  is  based  largely  on  export  related 
busi  ness  . 

Communications  is  important,  particularly  in  the  light 
of  SCICON's  50%  stake  in  MERCURY. 

SCICON' s  Telematics  Service  is  concerned  with  the 
interaction  of  telecommunications  and  information 
technol ogy . 
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•  The  Message  Switching  Division  has  recently  launched  the 
Text  and  Data  Exchange,  a   'store  and  forward'   device  that 
not  only  provides  traditional   message  switching  but  also 
gateway  facilities  to  data  processing  computers,  word 
processors  and  public  networks. 

t        Specialisation  in  the  Energy  area  is  to  be  expected  from 
this  subsidiary  of  BP.     In  the  commerce  and  industry 
area  manufacturing  is  emerging  as  the  most  important 
area  of  specialisation  based  on  their  franchise  for  the 
MANMAN  system. 

t        In  processing  services,   IBM  and  DEC  based  services  are 
being  emphasised  over  the  Sperry  1100  based  business. 

•  Facilities  Management  is  another  area  of  specialisation 
for  SCICON. 

3.       FUTURE  DIRECTIONS  AND  STRATEGY 

•  The  two  key  areas  upon  which  SCICON  '  s  marketing  strate- 
gies and  future  directions  are  based  are  its  two  fastest 
growing: 

RCS 

Software  applications  packages   (standard  systems) 

§        In  the  case  of  RCS,  as  already  mentioned,   IBM  4300 
Series  and  DEC  VAX  operations  are  being  emphasised. 

t        Future  development  centres  around  the  'Information 

Centre'   concept,   providing  a  range  of  services  including 
assess  to  standard  systems  and  specialised  databases. 

•  System  prototyping  facilities  using  fourth  generation 
languages  and  supporting  tools  are  a  particularly  impor- 
tant area  of  emphasis. 
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In  the  approach  towards  applications  packages  two  key 
strategic  directions  standout: 

Concentration  on  the  high  value  end  of  the  market 
(i.e.  flOOK  rather  than  £10K  systems)  oriented  to 
big  company  accounts. 

Selection  of  niches  within  the  four  major  market 
segments  of: 

energy 

manuf ac t ur  i  ng 
commun  i  cat  i  on  s 

Emphasis  on  communications,   it  should  be  noted,  seems 
clearly  weighted  to   'enabling  facilities'    (eg  hardware 
software  systems  for  controlling  networks)  rather  than 
the  provision  of  services. 

The  strategy  on  software  is  to  own  the  rights  and  thus 
as  well   as  making  direct  sales  be  in  a  position  to 
licence  others  to  market  it  eg  IBM,  ICL. 

Emphasis  is  placed  on  making  software  or  obtaining  it 
from  within  the  BP  Group. 
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GEISCO 


BUSINESS  PROFILE 
Financial   Performance  Data 

Revenue  Size .     GEISCO  generated  revenues  of  approxima- 
tely £25M  in  1983. 

Growth  Rate.       GEISCO  has  been  consistently  growing  at 
around  10%  for  the  last  four  years  in  the  U.K. 

Professional   services,  though  still   a  small   proportion  of 
the  overall   business,   is  a  rapidly  growing  sector,  pro- 
bably growing  at  around  40%  per  annum  at  the  moment. 


Revenue  Sources 


INPUT  estimates  that  GEISCO's  UK  revenues  were  derived 
from  the  following  sources; 

Processing  services  20.5 
Professional  services  2.4 
Software  1.4 
Hardware  0 . 7 

£25. 0M 

The  MARK  III   Information  Service  is  GEISCO's  processing 
service  trade  name  which  consists  of  the  following  major 
el emen ts : 

Foreground  Service  (Honeywell   computer  based 
interactive  processing). 

GEISCO  Background  Service  (Honeywell  computer  based 
remote  batch  processing) 
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Distributed  Data  Processing  Service  (based  on  per- 
sonal  computers  including  IBM  PC's). 

Mark  3000  Service   (IBM  computer  based  services). 
Emp 1 oymen  t 

GEISCO  Currently  employs  around  400  people  in  its  UK 
operat i  ons . 

AREAS  OF  SPECIALISATION 

GEISCO1  s  claim  to  market  the  largest  network  in  the 
world  for  processing  services  has  led  them  to  address  a 
very  broad  range  of  application  areas. 

Commodity  processing  services  have  been  declining  and 
value  added  services  emphasised. 

This  specialisation  is  in  effect  the  supply  of  very 
efficient  worldwide  communications  backed  up  by  massive 
processing  power  on  their  major  supercentres.  the 
European  centre  is  located  in  Amsterdam. 


Multi-national  companies  have 
of  high  market  focus. 

Personal   computer  remarketing 
has  become  another  important 
widespread  acceptance  of  the 


consequently  been  an  area 


with  added  value  software 
area,  particularly  with  the 
IBM  PC. 


Recent  software  company  acquistions  indicate  that 
Banking,   Energy,  Manufacturing  and  General  Accounting 
applications  are  particularly  significant  to  GEISCO. 

INPUT  has  estimated  that  GEISCO's  revenues  can  be  attri- 
buted across  major  market  segments  approximately  as 
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follows: 


General   business  applications 
Man  uf actur i  ng 
Banking  and  Finance 
Energy 

Distribution 


30% 


25% 


12% 


12% 


10% 


Other 


11% 


100% 


FUTURE  DIRECTIONS  AND  STRATEGY 

Input  believes  that  GEISCO  will   continue  to  emphasis  the 
above  highlighted  market  sectors  and  make  major  efforts 
to  leverage  its  communications  expertise. 

Communications  will   be  emphasised  through  seeking  oppor- 
tunities to  enhance  the  VANS  approach  now  being  opened 
up  as  a  result  of  BT  liberalisation. 

Value  added  services  is  a  key  feature  of  GEISCO  strategy 
as  it  continues  to  run  down  the  sale  of  raw  processing 
power  on  its  network. 

VIDEOTEX,  the  interelationship  of  isolated  networks, 
electronic  mail   services  are  all   key  interests,  as  is 
the  proliferation  of  personal   computers  and  the  oppor- 
tunities created  for  linking  them  together. 

A  major  strategy  is  to  grow  the  sales  of  packaged  soft- 
ware to  around  30%  of  revenues  (currently  around  6%) 
through  aggressive  acquistions.     As  indicated  above  this 
process  has  already  begun. 

GEISCO  has  indicated  that  it   is  clearly  aiming  to  be  a 
major  player  in  the  Information  Technology  marketplace 
of  the  future  recognising,   on  a  world  scale,   IBM  and  ATT 
as  its  most  important  long  term  competitors. 
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C.  UCSL 


1.       BUSINESS  PROFILE 

a.  Financial   Performance  Data 

0        Revenue  Size.     It  is  estimated  that  UCSL  Revenues  during 
1983  amounted  to  nearly  £16M. 

•  Growth  Rates.     UCSL  growth  has  slowed  in  recent  years. 
Having  peaked  at  25%  growth  in  1980,  revenue  growth 
slowed  to  8.6%  in  1981  and  1.8%  in  1982. 

b.  Revenue  Sources 

§        It  is  estimated  that  some  40%  (£6.4M)  of  UCSL  revenues 
are  captive  within  the  Unilever  Group. 

•  Of  the  remaining  60%  ( £ 9 . 6 M )   it  is  estimated  that  it  is 
der i  ved  as  f ol 1 ows : 

Processing  services 
Professional  services 
Software 
Hardware 


c.  Employment 
t        Approximately  650  employees  in  the  U.K. 


5.8 
3.0 
0.8 


£9.6M 
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AREAS  OF  SPECIALISATION 


UCSL  is  a  diversified  computer  services  company 
operating  a  variety  of  products  and  services  and 
strongly  influenced  by  its  captive  sales  to  Unilever. 

It  claims  to  offer  a  total   service  primarily  directed  at 
the  Industrial   and  Commerical   sectors  with  vertical 
market  specialisation  in  consumer  finance  and  banking 
systems . 

Other  areas  of  specialist  interest  are  nursing  admi- 
nistration and  the  automated  office  environment. 

Included  in  their  range  of  products  and  services  are: 

central   and  remote  computing  services  including 
timesharing  (IBM  technology) 

telecommunications  network 

systems  development  and  implementation  (turnkeys) 
cons  u 1 tancy 

USCL  also  supports  specialised  groups  which  provide: 
business  information  systems 
management  science  applications 
decision  support  systems 

management  information  systems  using  mainframes, 
minis  or  micros. 

FUTURE  DIRECTIONS  AND  STRATEGY 

UCSL   is  typical   of  many  large  computer  services  opera- 
tions in  that  it  has  suffered  a  decline  in  sales  of 
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computer  time  largely  caused  by  migration  to  minis  and 
micro  systems. 

As  a  result  new  areas  of  direction  and  new  strategies 
have  had  to  be  developed,     INPUT  considers  that  this 
process  has  not  yet  been  completed. 

One  area  that  has  become  a  more  important  strategic 
direction  for  UCSL  is  that  of  networking  services  in  th 
banking  services  area. 


This  has  derived  from  their 
consortium.  This  Group  is 
work  of  around  1000  ATMs  in 
large  clearing  banks. 


involvement  with  the  Link 
attempting  to  set  up  a  net- 
competition  against  the 


Within  this  group  the  National   Giro  Bank  and  Abbey 
National  will   each  manage  their  own  networks.  Smaller 
building  societies  and  financial   institutions  will  par- 
ticipate in  a  system  to  be  developed  and  managed  by 
USCL. 

USCL  has  already  received  a  £1  million  order  for  a 
three  year  period  to  establish  this  network. 

Another  area  of  significance  is  in  the  managing  and 
running  of  large  private  on-line  database  systems. 

The  prime  example  of  this  is  the  system  currently  run 
for  the  European  Petrochemical  Association. 

It  sees  public  on-line  data  bases  as  a  high  risk  area, 
preferring  to  develop  systems  sponsored  by  specialist 
organisations.     Further  developments  are  planned. 

UCSL  also  has  an   interest  through   its  parent  group  in 

Tym share  which  is  now  a  part  of  McDonnell   Douglas.  It 
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is  not  known  what  future  directions  will  be  taken  by 
th  i  s  en terpr  i  se  . 
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CENTRE-FILE 


BUSINESS  PROFILE 


Financial   Performance  Data 

Revenue  Size.     1983  turnover  was  £25. 6M. 

Growth  Rates.     Growth  in  revenues  of  14%  in  1981  slowed 
to  10%  in  1982  but  leaped  up  to  26.7%  in  1983.  13% 
growth   is  anticipated  for  1984. 

Revenue  Sources 


Around  8%  of  Centre-Files  revenues  are  derived  from  its 
parent  organisation  Nat  West  Bank. 

The  remaining  revenue   (£23. 5M)   is  sourced  as  follows; 

Processing  services  20.3 
Professional  services  2.0 
Software  0.7 
Hardware  0 . 5 

£23. 5M 


Empl oymen t 

Currently  850  people 
AREAS  OF  SPECIALISATION 


Batch  Payroll   is  a  major  specialisation  and  still  the 
fastest  growing  and  most  profitable  product.  Market 
leader  with  in  excess  of  £6M  revenue  in  this  area. 
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General   accounting  is  an  important  area  for  Centre  File. 


t        Vertical  markets  of  particular  significance  are: 

Stockbrokers 
Building  Societies 
Solicitors 
Retailers 

Financial  Institutions 

•        These  vertical  markets  are  addressed  mainly  with  on-line 
real  -time  servi  ces . 


3.       FUTURE  DIRECTIONS  AND  STRATEGY 

t        In  the  payroll   and  general   accounting  specialty  areas, 
front  ending  batch  applications  with  PC's  is  the  direc- 
tion being  taken. 

•  Centre-File  recently  reassessed  its  strategic  direction, 
concerned  that  up  to  about  1981  it  was  almost  100% 
bureau  based,  much  of  it  batch  processing. 

•  Its  strategies  have  now  been  formulated  to  point 
Centre-File  in  the  direction  of  becoming  an  all  round 
service  company.     They  include: 

Establishing  a  Professional   Services  and  Software 
Products  Division. 

Utilising  all   available  technologies  in  the  provi- 
sion of  products  and  services,  namely  minis, 
micros,  mainframes  and  communications. 

Setting  up  an  embryonic  micro  product  division. 

Maximising  profitability  on  the  bureau  service. 
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•        Fundamentally  Centre-File  remains  a  cautious  company, 

somewhat  conservative  in  its  approach  to  new  technology. 
Clearly  the  new  world  typified  by  PC's  has  now  been 
embraced.   Professional   Services  and  Microcomputer  pro- 
duct revenues,  basically  the  two  new  areas,  are  expected 
to  represent  20%  of  revenues  in  19  84. 
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COMSHARE 


BUSINESS  PROFILE 


Financial   Performance  Data 

Revenue  Size.     Revenue  was  estimated  at  £12Mfor  calendar 
year  1983. 

Growth  Rates.     COMSHARE'S  UK  revenues  fell   back  markedly 
between  1980  and  1981  following  a  period  of  rapid 
growth.     In  their  last  reported  returns   (to  June  1983) 
growth  was  restored  to  around  the  10%  per  annum  rate,  and 
strong  growth  is  expected  this  year. 

Revenue  Sources 


Revenues  in  the  U.K.  are  estimated  to  have  been  sourced 
as  foil ows : 

Processing  services  10.2 

Profession  services  1.0 

Software  0.8 

Hardware  - 

£12. 0M 

Empl oymen t 

U.K.   staff  of  400 


AREAS  OF  SPECIALISATION 


Time  Sharing  bureau  services  account  for  a  very  large 
proportion   (approximately  90%)   of  COMSHARE'S  revenues. 
The  majority  of  these  revenues  are  accounted  for  by  spe- 
cific COMSHARE  applications  for  example: 
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Wizard,  modelling  language 

Questor,   relational   information  management  system 
Orion,  time  series  and  forecasting  software. 

Professional  Services  includes  chargeable  mantime  acti- 
vities like  consultancy,  system  implementation  and  com- 
merical   training  for  small   business  systems. 

Software  sales  relate  mainly  to  Mas terpl anner  and 
Plannercalc  spreadsheet  packages  for  PC's  and  Wizard 
for  PC's  and  mainframes. 

FUTURE  DIRECTIONS  AND  STRATEGY 

COMSHARE  have  been  very  clear  in  defining  the  two  main 
elements  of  their  product  strategy: 

Decision  Support  Software 

Availability  of  software  as  RCS  service,  Mainframe 
package  or  PC  application. 

COMSHARE  have  attempted  to  communicate  this  message 
very  strongly  in  the  media. 


Emphasis  on   'new'   commodity-like  marketing  campaigns  is 
also  a  feature  of  COMSHARE's  approach.     Namely  magazine 
coupon  sales  of  PC  software  and  heavy  advertising  expen- 
di  ture  i  ncl udi  ng  T. V. 


COMSHARE's  agreement  with   IBM  on  the  Wizard   (System  W  in 
the  US)     Decision  Support  Software  also  marks  an 
increased  awareness  of  the  need  for  partnerships  and 
third  party  agreements  in  their  business  environment. 


In  summary  a  need  to  place  less  and  less  emphasis  on  the 
traditional   bureau  business  and  more  and  more  on  soft- 
ware sales,  particularly  Decision  Support  Software 
backed  up  by  professional  services. 
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BARIC 


BUSINESS  PROFILE 


Financial   Performance  Data 


Revenue  Size.     BARIC's  revenue  in  their  last  complete 
financial  year  (to  9.83)  was  £14. 6M.     Estimated  revenue 
for  the  calendar  year  1983,  £14. 9M. 

Growth  Rates.     In  the  period  1982  to  1983  BARIC  grew  by 
just  under  6%.     Growth  in  revenue  has  been  slowed  by 
deliberate  divestment  of  certain  operations  eg. 
Systemset.     Business  activity  declined  between  1980  and 
1982  as  a  result  of  this. 

Revenue  sources 


Revenue  composition  for  BARIC  has  been  estimated  by 
INPUT  as  follows: 

Processing  services  10.4 
Professional  services  3.2 
Software  0.5 
Hardware  0 . 8 

£14. 9M 

Processing  services  is  around  50%  batch  and  includes 
about  £2M  from  VIDEOTEX  services. 

Professional   services  is  primarily  turnkey  systems 
(£HM)  and  Facilities  Management. 

Hardware  sales  are  largely  accounted  for  by  BARIC's 
role  as  a  Tradespoint  dealer  for  ICL  Equipment. 
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Emp 1 oymen  t 


The  number  of  people  employed  by  BARIC  has  fallen  steadily 
from  a  high  point  of  over  800  in  1980  to  just  over  400 
today . 

AREAS  OF  SPECIALISATION 

BARIC' s  business,  as  indicated  above,  falls  broadly  into 
four  areas: 

Bureau  Processing 
Facilities  Management 
Turnkey 

Traderpoint  dealership 

Within  the  bureau  processing  area  VIDEOTEX  applications, 
e.g.   HOL I  DA YMASTER ,   are  a  particular  emphasis  for  BARIC. 

Facilities  Management  is  another  area  of  specialisation. 
Four  29  66 '  s  are  run  at  their  Felpham  headquarters  for 
the  Post  Office. 


The  ICL  Traderpoint  dealership  includes  offering  its  own 
Business  Manager  packages  on  the  ICL  DRS  and  the  Perq 
system  with  the  Soritec  econometric  planning  and  sta- 
tistical  analysis  package. 

A  new  area  of  specialisation  is  in  VAN'S.     BARIC  will 
act  as  the  system  implementor  for  ICL's  Network  Services 
Division   in  setting  up  a  VAN  for  the  Article  Numbering 
Association.     ATT's  Net/1000  packet  technology  will  be 
used . 
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3. 


FUTURE   DIRECTIONS  AND  STRATEGY 


•  BARIC's  main  strategic  guiding  principle  has,   for  some- 
time, been  the  selection  of  a  business  mix  based  on 
assessment  of  long  term  profitability. 

•  Consequently  profitable  sections  of  the  business,  like 
the  phot otypesett i ng  activity,  Systemset,  have  been  sold 
off  when  future  prospects  have  not  looked  good. 

•  An  increasing  involvement  with  communications  tech- 
nology.    Implementation  of  VANs  and  the  provision  of  the 
associated  additional   services  are  strong  areas  of 
emphasis  for  the  future. 

0        Traderpoint  activities,   particularly  with  the  ICL   PC  and 
local   area  network  technology  from  ICL,  will   also  be  an 
important  area  for  BARIC. 
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DATASOLVE 


BUSINESS  PROFILE 
Financial   Performance  Data 

Revenue  Size  £14M  is  estimated  by  INPUT  as  Datasolve's 
cal endarl 983  revenues. 

Growth  Rates .     After  marginal   growth  of  4%  in  the  period 
1979  to  1  980,  Datasolve's  business  declined  by  9%  before 
remaining  static  for  the  next  couple  of  years.  Modest 
growth,  estimated  to  be  in  the  5-10%  area  has  now 
resumed . 

Revenue  Sources. 

Datasolve  is  Thorn-EMI   Information  Technology's  bureau 
service  which  affects  their  business  mix.  Approximately 
15%  (£2.1M)  of  their  business  is  Facilities  Management 
for  the  parent  company.     The  remainder  are  split  as: 

Processing  services 
Professional  services 
Software 
Hardware 


£11 .9M 

Professional   service  revenues  are  accounted  for  by  a 
small   education  division. 

Processing  services  is  largely  on-line  and  batch  bureau 
work  and  the  new  Information  Division  selling  on-line 
database  services  like  WORLD  REPORTER. 


11  .4 
0.5 
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c.  Employment 

•  Approximately  350  in  1984. 
2.       AREAS  OF  SPECIALISATION 

t        The  development  of  an  Information  Division  to  market  on- 
line database  and  VIDEOTEX  based  services  signals  two 
key  areas  of  specialisation  for  DATASOLVE. 

t        DATASOLVE  have  also  specialised  in  batch  bureau  services 
purchasing  CONTROL  DATA'S  batch  business. 

3         FUTURE  DIRECTIONS  AND  STRATEGY 

•  Clearly  on-line  database  and  VIDEOTEX  based  services  are 
key  directions  for  DATASOLVE'S  business  as  already  men- 
tioned above . 

t        The  specialisation  in  Batch  Processing  also  mentioned 

above  is  the  result  of  a  clear     strategic  aim.     That  is 
an   'end  game'   strategy,  to  control   a  major  and 
increasing  proportion  of  a  declining  market. 
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ISTEL 


BUSINESS  PROFILE 


Financial   Performance  Data 


Revenue  Size .     1983  revenues  amounted  to  approximately 
£32M,   90%  captive  within  the  BL  Group. 

Growth  Rates .     Growth  in   ISTEL' s  operations  is  now 
around  8£%  per  annum  having  progressively  increased  from 
around  6i%  per  annum  growth   in  1981. 

Revenue  Sources 


ISTEL's  non-captive  revenues  amounted  to  around  £3.2M  in 
1983.     These,   it  is  estimated,  were  composed  of: 

Process  ing  services  1.9 
Professional  services  0.8 
Software  0.5 
Hardware  - 

£3.2M 


Processing  services  includes  a  Computervision  CAD  bureau, 
a  hot-restart  disaster  recovery  facility  and  VAN 
servi  ces . 


Professional  services  covers  general  consultancy  par- 
ticularly in  the  Manufacturing  and  CAD/CAM  areas. 


Software  covers  the  sale  of  products  also  offered  on  the 
bureau  service,  eg  SEE  WHY  operational  research 
Software. 
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Empl oyment 

1100  people  in  1984. 
AREAS  OF  SPECIALISATION 

Manufacturing  is  a  key  area  for  ISTEL  which  covers  the 
following  services: 

the  IMPCON  manufacturing  system  for  small  companies 
the  FAMIS  manufacturing  system  for  large  companies 
Computervision  CAD  bureau 
Engineering  Services  Bureau 

Operational   Research  applied  to  manufacturing 
systems  eg  SEE  WHY. 

Communications  networks  are  an  important  area. 
INFOTRAC  is   ISTEL's  Networking  Facility  which  is 
licensed  as  a  VAN  for  third  party  use. 

Also  in  this  area  are  the  COMET  Electronic  Mailservice 
(now  offering  TELEX  as  well)  and  VIEWSHARE  a  VIDEOTEX 
bureau. 

Disaster  recovery  is  a  particular  area  of  interest 
offering  largescale  IBM  3080  series  hot-restart 
capabilities. 

Laser  printing  bureau  facilities  aimed  primarily  at  the 
Direct  Mail   sector  are  also  offered. 
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FUTURE   DIRECTIONS  AND  STRATEGY 


ISTEL  is  embarked  on  a  clear  expansionary  strategy 
distancing  itself,   not  just  in  name,   from  its  parent  BL. 
A  sale  to  the  private  sector  is  a  clear  possibility. 

It  can  thus  be  expected  that  ISTEL  will   place  heavy 
emphasis  on  expanding  its  non-BL  business  and  will 
become  a  very  active  competitor  in  its  chosen  market 
segments. 

Manufacturing  systems  will   continue  to  be  a  major  stra- 
tegic direction  as  too  will   communications.  Electronic 
mail    (COMET),   VIDEOTEX  services  and  VAN'S  services  are 
all   key  constituents. 
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HOSKYNS 


BUSINESS  PROFILE 

Financial   Performance  Data 

Revenue  size.     For  the  year  ended  October  1983,  Hoskyns 
reported  revenues  of  £28. 3M.     INPUT  has  estimated  its 
1983  calendar  year  revenues  at  £28. 7M. 


Growth  Rates.     In  1980  Hoskyns  achieved  46%  revenue 
growth.     In  the  two  subsequent  years  this  slowed  to 
around  20%  and  in  the  last  year  was  only  7%.  Hoskyns 
management  are  forecasting  a  return  to  20%  growth   in  the 
current  year . 

Revenue  Sources 

Hoskyns  revenue  is  estimated  by  INPUT  to  be  sourced  as 
follows: 

Processingservices  4.0 

Professional   services  16.2 

Software  6.0 

Hardware  2 . 5 

£28.7 


Professional   services  includes  Hoskyns  educational  divi- 
sion and  their  substantial   facilities  management  busi- 
ness,  including  their  Crossroads  service  for  companies 
changing  over  their  computer  facilities. 

Hardware  sales  are  primarily  of  PCs  through  their 
Business  Centres. 

Emp 1 oymen  t 
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0 


Estimated  to  be  currently  1050  people. 


2         AREAS  OF  SPECIALISATION 


0        Hoskyns  has  a  strong  orientation  towards  manufacturing 
software  consequent  upon   its  original   work  on  the  MAS 
family  of  products. 


0        MAS  reputedly  forms  the  basis  of  75%  of  the  company's 
products. 


0        The  RAMIS  II   fourth  generation  language  obtained  when 
its  parent  Martin  Marietta  acquired  Mathematica. 

0  Personal  computer  distribution  (since  July  1983)  for 
IBM,  Apple,  DEC  and  HP  through  its  Business  Centres. 
This   is  the  fastest  growing  part  of  the  business. 

0        A  systems  development  metholodgy  SDM  used  to  support  its 
system  building  division  on     consultancy  and  project 
management . 

0         In  summary  Hoskyn's  specialisatons  are  reflected   in  its 
organisation  which  is  divided  into  five  main  areas: 

Applications  software 
Training 

Turnkey  and  hardware  supply 
System  building 
Facilities  management 


3         FUTURE   DIRECTIONS  AND  STRATEGY 

0        To  date  Hoskyn's  growth  has  been  organic  but  as  can  be 
seen  from  its  recent  performance  this  has  slowed 
dramati  cal ly . 
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As  a  result  management  have  determined  on  a  policy  of 
company  and  software  product  acquisition.     Two  new  mana- 
gement posts  have  been  created  in  order  to  implement 
this  strategy. 

Areas  under  scrutiny  that  have  been  identifies  are: 

Robotics 
CAD/CAM 

Industrial  engineering 

Retailing 

Leisure 

Personal  Computers 

Innovation  and  the  exploration  of  new  areas  are  themes 
for  Hoskyn's  management  in  this  initiative 
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J.  ucc 


1.  BUSINESS  PROFILE 

a.  Financial   Performance  Data 

•  Revenue  Size.       1983  revenues  for  the  UK  company  were 
£5.9M,  this  includes  business  derived  from  the 
Netherlands,  estimated  to  be  around  20%  of  the  total. 

•  Growth  Rates.     From  a  revenue  high  of  £7.6M  in  1979,  UCC 
suffered  a  30%  decline  in  the  following  year  and  static 
revenues  in  1981.     Modest  growth  of  around  5%  per  annum 
has  been  maintained  since  then. 

b.  Revenue  Sources 

•  Revenues  from  the  UK  market  are  estimated  to  have  been 
derived  as  follows: 

Process  ing  services  3.8 
Professional  services  0.6 
Software  0.3 
Hardware  - 

£4.7M 

c.  Employment 

t        UK  staff  totals  round  180  at  the  present  time. 

2.  AREAS  OF  SPECIALISATION 

•  The  dominant  computer  bureau  operation  addresses 
three  principal  areas: 
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Commercial  processing 
Engineering  applications 
Direct  Mail   and  Typesetting 


Commercial   processing  includes  payroll   and  personnel 
applications,   business  accounting  and  financial  planning 
and  control  . 

Many  of  these  services  are  batch  oriented  and  have  thus 
contributed  to  the  declining  revenue  situation. 

Engineering  applications  are  comprehensive  and  aimed  at 
the  civil,   structural,  chemical   and  offshore  engineering 
markets.     Electronics  is  also  a  specialist  area. 


The  availability  of  very  low  cost  computer  power  at  their 
DALLAS  headquarters  has  given  UCC  a  strong  competitive 
pricing  edge  for  this  business.     Services  can  be  provided 
with  very  high  margins. 


Direct  Mail  and  Typesetting  services  marketed  to 
fulfillment  houses  is  a  specialist  area  based  in 
Bi  rmi  ngham. 


FUTURE   DIRECTIONS  AND  STRATEGY 


UCC  has  been  hit  very  hard  by  the  changing  nature  of  RCS 
business.     It  has  also  directed  its  unprofitable  hard- 
ware OEM  activity  which  was  primarily  US  based. 

Oriented  to  the  sale  of  raw  computer  power  it  has  not 
been  able  to  move  quickly  enough   into  the  areas  of  uni- 
que proprietary  software  and  value  added  services. 


UCC  has  been  overhauling 
couple  of  years  in  order 
direction. 


its  strategies  in  the  last 
to  give  the  company  new 
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UCC  has  identified  applications  software  products  as  a  key 
development  area  for  the  future.     Microcomputer  applica- 
tions are  seen  as  particularly  important  and  it  seems 
embarked  on  a  policy  of  seeking  suitable  acquisitions  in 
Europe. 

It  has  already  taken  over  the  US  firm  Open  Systems, 
which  marketed  accounting  packages  for  8-bit  and  16-bit 
micros,  and  the  US  based  banking  software  firm  Financial 
Software  of  America. 

Management  changes  and  share  issues  in  the  US,   to  raise 
funds  for  takeovers,  have  evidenced  the  first  steps  to 
change  the  company's  strategy  and  redirect  it  towards 
these  new  growth  areas. 
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IV.  CONCLUSIONS 


IV  CONCLUSIONS 


A.       BUSINESS  PROFILE 

1.  REVENUE  ANALYSIS 

t        The  top-ten  competitive  information  service  companies 
covered  in  this  study  are  shown  in  Exhibit  I V - 1  ranked 
by  size  of  processing  services  revenues. 

0        In  total   these  ten  companies  generated  processing  ser- 
vices revenues  of  £92. 5M  in  1983  out  of  an  estimated  UK 
industry  total  which  INPUT  are  provisionally  estimating 
at  approximately  it  4  0  0  M . 

2.  REVENUE  GROWTH 

•  Based  on  recent  performance  and  company  management  sta- 
tements INPUT  has  estimated  the  likely  growth  of  these 
ten  companies  in  1984.     These  estimates  are  shown  in 
Exhibit  IV-2. 

•  On  these  assumptions  average  growth  for  these  ten  com- 
panies is  12.7% 


3.  EMPLOYMENT 

•        Exhibit  I V - 3  shows  a  tabulation  of  employment  levels  and 
the  calculation  of  revenue  per  employee  statistics. 

t  BARIC  and  GEISCO's  revenue  per  employee  are  well  above 
average.  GEISCO's  in  particular,  accounted  for  by  the 
location  of  its  central   processing  sites  outside  the  UK. 
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EXHIBIT  IV-2 

OVERALL   REVENUE  GROWTH  ESTIMATES 


COMPANY 

1983 

1  U  l  d  1 

Non-Captive 

D  o  \/  o  n  II  d  c 
f\C  V  CM  uco 

£M 

1983-1984 
to  L  nil  a  l  t?  u 
Growth 

% 

1984 
Lot  i  in  a  l  e  □ 
Non  -Captive 

D  a  w  o  n  ii  q  c 
Kc  Veil  Ucb 

£M 

r  c  t  c  r  n 

9  ^ 

1  n 

1  u 

9  7  R 

ULINIKL-rlLC. 

L  J  i  3 

1  ? 

1  o 

UH  1  H JUL  V  L 

1  1  Q 
lit? 

Q 
O 

1  9  ft 
1  <1  •  o 

DM  r\  1  I 

1  A  Q 

it    4  3 

Q 
O 

10.1 

COMSHARE 

12.0 

15 

13.8 

UCSL 

9.6 

15 

11.0 

SCICON 

22.0 

14 

25.1 

HOSKYN  S 

28.7 

15 

33.0 

UCC 

4.7 

5 

4.9 

ISTEL 

3.2 

40 

4.5 

TOTAL 

155.5 

12.7 

175.2 
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EXHIBIT  IV-3 

ANALYSIS  OF  EMPLOYMENT  LEVELS 


COMPANY 

Number  of 
Emp 1 oyees 
Revenues 

Total 
Revenues 
£M 

Revenue 
Per  Employee 
£000 

GEISCO 

400 

25.0 

62.5 

CENTRE-FILE 

850 

25.6 

30. 1 

DATASOLVE 

450 

14.0 

31.0 

BARIC 

400 

14.9 

37.2 

COMSHARE 

400 

12  . 0 

30 . 0 

UCSL 

650 

16.0 

24.6 

SCICON 

920 

25.0 

27.2 

HOSKYNS 

1050 

28.7 

27.3 

UCC 

180 

4.7 

26. 1 

ISTEL 

1100 

32.0 

29. 1 

TOTAL 

6400 

197.9 

30.9 
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B.       AREAS  OF  SPECIALISATION 


•        Areas  of  specialisation  amongst  the  top-ten  companies 

covered  in  this  survey  varied  considerably.  This  can  be 
seen   in  Exhibit  I  V  - 4 . 

§        Specialisations  are  grouped.     Not  surprisingly,  vertical 
market  segments  were  the  most  frequently  mentioned. 

§        General   accounting,   networking   (including  VANS)  and 
Personal   Computers  were  also  mentioned  relatively 
frequently. 


EXHIBIT  IV-4 

AREAS  OF  SPECIALISATION 


NUMBER 

SPECIALISATION 

OF 

MENTIONS 

Vertical  Markets 

Manufarturi n  n 

1  1  Q  1  1  U   1    Q  V«       U  1  illy 

o 

Banking/Finance 

2 

Fnprnv 

c 

Di  rect  Mai  1 

2 

Fnni  nppri nn 

Building  Societies 

1 

OL-UUr^Ui    UNCI  j 

Solicitors 

1 

Retai 1 

1 

Defence 

1 

Cross  Industry 

General  Accounting 

4 

R  p  n  p  r  i  r 
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FUTURE  DIRECTIONS  AND  STRATEGY 


t        This  area  is  more  difficult  to  classify.     Many  of  the 

areas  of  specialisation  mentioned  above  are  being  empha- 
sised further  by  the  companies  involved  within  their 
strategies  and  statements  of  direction. 

t        For  example  PC's  gained  further  emphasis  as  did  a  number 
of  vert i  cal  markets. 

t        Nevertheless  a  number  of  clearly  important  trends  stood 
out  judged  on  the  basis  of  the  emphasis  being  placed 
upon  them  by  the  vendors  concerned. 

§        The  most  important  of  these  are  listed  below: 

Emphasis  on  increasing  the  proportion  of  revenue 
gained  from  sales  of  application  software. 

Establishing  a  professional   services  group  capable 
of  meeting  increased  needs  for  value  added 
services. 

Building  networking  facilities   (VANS)  often  for 
particular  market  segments. 

The  maximisation  of  profitability  on  the  bureau 
service  (put  another  way,  ensuring  bureau  service 
is  highly  efficient  in  order  to  compete 
effectively). 

Acquisition  strategies,  often  aimed  at  meeting 
application  software  and  growth  goals. 
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About  INPUT 


INPUT  provides  planning  information,  analysis,  and 
recommendations  to  managers  and  executives  in  the 
information  processing  industries.  Through  market 
research,  technology  forecasting,  and  competitive 
analysis,  INPUT  supports  client  management  in 
making  informed  decisions.  Continuing  services  are 
provided  to  users  and  vendors  of  computers, 
communications,  and  office  products  and  services. 

The  company  carries  out  continuous  and  in  depth 
research.  Working  closely  with  clients  on  important 
issues,  INPUT'S  staff  members  analyze  and  inter- 
pret the  research  data,  then  develop  recommen- 
dations and  innovative  ideas  to  meet  clients'  needs. 


Clients  receive  reports,  presentations,  access  to  data 
on  which  analyses  are  based,  and  continuous 
consulting. 

Many  of  INPUT'S  professional  staff  members  have 
nearly  20  years'  experience  in  their  areas  of  speciali- 
zation. Most  have  held  senior  management  positions 
in  operations,  marketing,  or  planning.  This  exper- 
tise enables  INPUT  to  supply  practical  solutions 
to  complex  business  problems. 

Formed  in  1974,  INPUT  has  become  a  leading 
international  planning  services  firm.  Clients  include 
over  100  of  the  world's  largest  and  most  techni- 
cally advanced  companies. 


Offices 


NORTH  AMERICA 

EUROPE 

ASIA/AUSTRALIA 

Headquarters 

United  Kingdom 

Japan 

1943  Landings  Drive 

INPUT,  Ltd. 

Overseas  Data  Service 

Mountain  View,  CA 

Airwork  House 

Company,  Ltd. 

94043 

35  Piccadilly 

Shugetsu  Building 

(415)  960-3990 

London,  W1V9PB 

No.  12  7  Kita  Aoyama 

Telex  171407 

England 

3-Chome  Minato-ku 

01-439  8985 

Tokyo,  107 

Detroit 

Telex  23116 

Japan 

220  East  Huron 

(03)  400-7090 

Suite  209 

France 

Telex  26487 

Ann  Arbor,  Ml  48104 

La  Nacelle 

(313)  971-0667 

Procedure  d'abonnement  1-74 

K.K.  Ashisuto 

2,  rue  Campagne  Premiere 

Daini  Suzumaru  Bldg.,  6th  Floor 

New  York 

75014  Paris 

8-1 ,  Nishi  Shimbashi 

Park  80  Plaza  West-1 

France 

3-Chome  Minato-ku 

Saddle  Brook,  NJ  07662 

322.56.46 

Tokyo,  105, Japan 

(201)  368-9471 

Telex  220064  X5533 

(03)  437-0654 

Telex  134630 

Telex  781  26196 

Italy 

Washington,  D.C. 

PGP  Sistema  SRL 

Singapore 

11820  Parklawn  Drive 

20127  Milano 

Cyberware  Consultants  (PTE)  Ltd. 

Suite  201 

Via  Soperga  36 

2902  Pangkor 

Rockville,  MD  20852 

Italy 

Ardmore  Park 

(301)  231-7350 

Milan  284-2850 

Singapore  1025 

Telex  310352 

734  8142 

Sweden 

Athena  Konsult 

P.O.  Persson  &  Co.  AB 

Box  22114 

S  104  22  Stockholm 

Sweden 

08  52  07  20 

Telex  17041 

West  Germany 
NOVOTRON  GmbH 
Am  Elizabethenbrunnen  1 
D  6380  Bad  Homburg 
West  Germany 
Telex  418094 
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